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With the desire to increase non-dues revenue and to offer new programs and services to members, many organizations endorse or recommend programs offered by a third party vendor.   

In recent years, organizations have found that scrutiny and liability exist in making recommendations.    For example, will it impact tax exempt status by receiving payments from a for-profit entity?   Will income result in unrelated business income tax?   What will the members think?

An organization should have both a policy and process in place before undertaking endorsements.    Consider adopting an endorsed benefits filter from among these 20 questions.

1. Does the recommended program or service fit within our mission statement?


2. How will our vendor members – affiliates, suppliers – feel about an endorsement that competes with their offerings?


3. How will the endorsement impact other related entities, such as chapters or a national affiliate?


4. What economic and intrinsic value will an endorsed program have for our organization? For our members?  Will non-members have access to it?


5. Will it be an exclusive endorsement (just one vendor) or can similar firms seek our endorsement for the same product or service?


6. Should we give notice to the membership that we are about to consider a particular endorsement (inviting them to recommend additional firms?)

7. Should our policy and process for endorsements be made knows to our membership?


8. Is the company being considered already a member of our organization?  For how many years?  Is membership a requirement for consideration?


9. What is the image and reputation of the vendor?  Can a background check be undertaken?


10. Will our organization have editorial control over all advertising, marketing, and mailings, including the envelope in which offerings are mailed?


11. Should the company(s) being considered be required to submit a standardized application so the board can compare offerings?    Should the application for consideration require a submission fee to determine commitment to the process?


12. Once endorsed, how do we ensure the vendor does not offer a better program to a competitive organization? 


13. Upon endorsement, who will write up the written agreement?  Do we have accounting and legal counsel ready to review it to minimize risks?


14. Will the agreement have a clause to hold our organization harmless from any damages?  Can we require the vendor to provide insurance?


15. How will we ensure the agreement does not make our nonprofit organization appear to be an agent for their for-profit organization?  (We should not call it a joint venture or partnership in describing the program; any income should be for royalties and not for services provided to the for-profit company.)


16. What performance standards can we include in an agreement to measure effectiveness and growth of the program?  What if the endorsed party and their agents do not meet the standards?


17. Will the agreement terminate after a year, with an opportunity for review and renewal?  (Will the board, committee or staff monitor and review performance?)


18. If our organization is receiving a royalty or benefit for the endorsement, should that be disclosed to members?


19. How long should we keep the records used to make a decision on the endorsement?   How long is our liability after an endorsement expires?


20. Can we protect or copyright aspects of the program so that its success can be offered to other organizations through our organization?

The 20 questions may help in developing a policy and a process for undertaking endorsements.  Be sure to include legal and accounting counsel in the process.

# # #

Note:  For more association management tools and templates visit www.nonprofitcenter.com.    Bob Harris, CAE, can be contacted at bob@rchcae.com.

